
Rapport 

Hi, may I speak with... please?

Hi, (name), this is _________ ___________ . I had you on the schedule to chat today. 

Remind me again where exactly are you located?

How’s the weather?

How long have you lived there?

Do you like it there, you staying put… what are ya thinking? 

Work/Career 

Remind me again, what you’re doing right now for work?

How long have you been doing that for?

(You’ve been doing that for (years) and it sounds like you have had some success with 

it.) What would be your hot button right now, what has you looking?

What are you looking for, like what are your check boxes?

What range are you in financially right now and where do you want to be?

Are you where you thought you’d be at this point in your career?

General Questions 

I know in preparation for our call, they asked you to check out the company, maybe 

you looked at our website, and watched the videos we sent.

What did you like or learn about the company from the videos that you saw?

Were you looking to be just a producer or were you also interested in building an 

agency? 

Were you looking to start part time or full time with us? 

Did you have any questions for me at this point? 

About SFG 

(Name), We have a bunch of people that kill it. I don’t know that there’s a company 

out there in the industry right now that has more people earning a hundred thousand 

plus and more people earning mid to deep six figures and even seven figures than we 

have as a company. 



But I’ll also tell you that about half the people we hire that come in and never even 

sell a policy. And I think there are some reasons for that. 

First, 

If you have the discipline to make your phone calls and book your appts and you can 

do that consistently, you’ll kill it at this. The people that don’t kill it at this lack that 

discipline. And maybe they come from a job where they’re used to having a boss and 

they struggle with that independence. 

Secondly,

The beautiful part of this business is that there’s such a low barrier to entry. We have 

a discount to help you get licensed, our leads start off really inexpensively, and 

people can get started here on a shoestring. But some people mistake how easy is to 

get started with thinking that this is an easy business. Once they realize that this 

harder than the $10/hr job where you wear a shirt with your name on it, they realize 

pretty quickly this isn’t for them. To succeed here requires a great work ethic. You 

have to be willing to get up when you get knocked down, you have to know that you 

will fail and be OK with that because you learn from that failure and that moves you 

forward. This isn’t for those who check-out when it gets tough. This is for those who 

have a goal and are willing to fight for it.

I think the Third thing is being coachable. We have a proven system that’s 

documented to produce above average results. Now I’ve stopped asking people if 

they’re coachable, because they all say yes (said with a chuckle/smile; get a laugh). 

We are looking for people that are truly coachable and can follow a system. For 

example, we’ve set hundreds and hundreds of thousands of appointments. So we have 

developed amazing scripts for that take out the guesswork so agents know what to 

say. And when you know what to say your confidence goes up and you set more 

appointments, right?  So part of our system is to memorize them. A truly coachable 

person will come in and spend the extra 3-4 hours to memorize those scripts because 

it will keep them in control of the call and they’ll set more appointments. Someone 

less coachable will get the gist and wing it, and usually fail. 

Another example is we have a few conference calls on zoom every week. Those are a 

critical part of our system because we’re not all driving into an office building and 

connecting every day. Those calls connect us and keep us current. They are so 

important to our system that I schedule those in my calendar first, and everything 

else around them. Many are hosted by the founders of the company, and they bring us 

together as a team, like the Symmetry tribe. Others are hosted by the top money 



earners in the business, and provide best practices to help agents succeed here by 

giving a them shortcuts to win. It sounds incredible, but some people can’t follow 

instructions, they aren’t coachable, they miss the calls, and fall off the system and 

feel like they’re on an island.

Here’s a last example. We also have local and regional trainings that people can 

attend, for free, all over the country to learn how to get better at this business. Of 

course those are on hold for now, but those are a huge part of our system so we 

expect people to go if they are within a few hours drive so they can meet key people 

and get better in the business. 

Look, we don’t ask you to travel every month or anything close to that. The only time 

we really travel is twice a year when we get together as a company at conference for 

our national training events. It’s a business trip and and an expense that will set you 

back about $600 or so. Let me ask you, if you were a surgeon and were invited to 

attend a training from the top surgeon in your field, would you make the trip? (Yes!). 

Of course! That’s where you can associate with the top people in the company, and 

get expert training that will advance your business by 6 months, so of course those 

are a core part of our system to succeed. 

So _________ does anything I’ve just mentioned raise any red flags for you? Meaning 

does anything I’ve said seem unreasonable or do you think you would have any 

difficulties to doing any of that?

Good, because that’s what we expect when we bring someone aboard.

STORY (insert your Symmetry Story, or your manager’s here)

Ex. Before working with Symmetry, I never made more than $55k in a year. I worked in 

sales and in restaurants for 20 years. I have been with the company for just over 

three years now. Last year, I had a six figure passive income and I was able to start 

here with .50 leads and build a Million Dollar agency. 

The most important thing to me though has been the freedom it has created in my 

lifestyle. When I used to try to take vacations before, the vacation would cost me 

double. It would cost me the cost of the vacation plus the money I would have made 

had I been working while I was away. That made it very hard to get away. 



But last year, I was able to visit my family and my 77 year old mother in Miami Beach 

five times and spent almost three months down there because I can now run my 

business from a cell phone and laptop. That’s not something that was ever possible 

with any other job I have ever had. 

Your Symmetry Story should transition naturally to the next sentence where you say…

Take Away 

So I know what it takes to do this business _______. And with all due respect to you, I 

just don’t know if you have that. And the problem with me asking you if you have 

attitude and smarts to win here, is you’re gonna tell me you do, right? (laugh so they 

do) And if you ask me if I think that Symmetry is awesome, obviously I’m biased-I’m 

going to tell you it’s awesome. 

So, there’s a few things about you I like (build them up, refer back to what you 

learned about them, edify them). And there’s a few things that concern me (lack of 

sales, too much sales, no insurance experience, etc) but I’ve been doing this long 

enough to realize two things: 

One is you can really never tell what someone is gonna do until you get some leads in 

their hands.

And second, you can’t really tell someone’s heart, their work ethic, their grit, their 

passion, and their determination in a 20 minute phone call. 

So I definitely feel comfortable giving you a shot. But what I need to know is, on a 

scale of 1 to 10, how hungry are you for this opportunity? (10+ here to continue!)

Ok great. I have to tell you we have been interviewing for the last two weeks and we 

are finishing up interviews (today/tomorrow) so you are one of my last interviews. We 

plan on making some decisions by (the next day/end of the week). To be considered 

for the position, I’m going to send you out an email with and a link and instructions to 

fill out an application online. Part of that application is a short Anti Money Laundering 

training video you watch and answer a few questions. We send that to you for two 

reasons: first, all the insurance companies will need that, and it helps us make sure 

we’re working with people that follow instructions and put information together. Does 

that make sense? 

It takes most people about 20-30 minutes to get that done and sent back in. So is 

there any reason why you don’t think you can get that back to me by 9pm tonight? 



Once we get the paperwork back it needs to be sent to Corporate for review and 

approval, and provided they give me a green light and we make a decision to move 

forward, our next call will be to get together and set up a game plan to get you 

licensed and up and running as soon as possible. Sound good? 

OK Great. Just a couple of things here before we wrap up _______. I have two simple 

assignments for you. I’m calling you from my cell phone and when you get the email 

for the application I want you to text me right away so I know you have it and we’re 

not in limbo on that. Can you do that for me? (yes). OK, great.

And we talked about coach-ability and the importance of following our system by 

plugging into calls and events. What are you doing _____________ (eg. Saturday the 

25th? or next Wednesday at 1pm eastern?). 

If local event: I’d like for you to add something to your calendar. We have a 

local training event in ________ that starts at _____. Once we get your paperwork 

back and make a decision to move forward, I’d like you to attend that event so you 

can meet some key people in Symmetry and learn a lot more about how this company 

can help you. Can you do that for me?

If national call: We have a national zoom meeting put on by the executives, or 

even the founders themselves, for the whole Symmetry nation. I’ll get you the 

meeting credentials so you can be a fly on the wall during the call and learn more 

about our culture and the huge opportunity this company provides. Can you do that 

for me?

Great, it was nice talking with you. I look forward to getting your paperwork back 

today and then following up tomorrow to get your feet moving in this business.

Talk to you then. Goodbye.


